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Merchant Cash Advance Description
• Business owners are able to receive a sum of money today 

by tapping into a hidden asset – their future credit card 
sales.

• The owner sells a fixed amount of their future credit card 
sales at a discount – generally up to $150K per location.

• Collection is automated through integration with the credit 
card processor.

• The collection process is “cash flow friendly” because 
payment amounts align with credit card sales.
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How a Merchant Cash Advance Works
• $20,000 purchase price is paid to a Business Owner for the right to receive (RTR) $27,000 over an 

estimated 7 month period (1.35x purchase price).

• The Business Owner contracts with one of the MCA Provider’s credit card processing partners to 
process its Visa/MC sales for each of its contracted locations.

• Every day,  the credit card Processor sends approximately 20% of  the Merchant's Visa/MC daily 
sales revenue directly to the MCA Provider and the remaining 80% to the Restaurant Owner until 
the obligation is completed.
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(20% of Visa/MC sales)

$108,000 over 7 months
(80% of Visa/MC sales)

Credit Card
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Splits Remittance

Example for illustration only
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Why MCAs are Relevant and Timely
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Benefits to Merchants
• High approval rates

• Less FICO dependent

• Easy application process, minimal documentation

• No maturity date, late fees or penalties

• No personal collateral required 

• Fast funding – as few as 3 days

• Collection is automated – no checks to write

• Obligation usually completed within 12 months

• “Cash flow friendly” ‐ payment aligns with cash flow
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Processors
• Increases Customer Retention and Extends Lifecycle

– Targets higher margin customer – $28,000 funding equivalent to annual processing volume of $350,000
– Average customer accepts 2.9 fundings, keeps MCA for 27+ months
– 75% of eligible customers renew
– Processor switching during life of the funding is prohibited

• Stimulates New Customer Acquisition
– New value proposition: “I can help you get working capital”
– Addresses price objections

• Provides Additional Fee Income
– Increased processing revenue, commissions

• Deepens Relationships
– Provides differentiation,  positions processor as value‐added provider

ISOs
• Offers  Additional Commission and Residual Stream

• Differentiates Offer, Overcomes Price Objections

• Provides New Reason to Speak with Customers and Cross‐sell

Benefits to the Industry
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Partner Selection Considerations
Maximize earning potential, minimize reputation risk by evaluating:

• Track Record
– Funding history
– Breadth of SICs served
– Approval, renewal rates
– Available capital, borrowing base

• Customer‐Centric Best Practices
– Terms that help, not hurt businesses
– Clear disclosure of rates, fees
– Static collection rate
– Collections process and controls

• Partner‐Centric Support and Infrastructure
– Customer Service and Sales Support Centers
– Online statement and commission status access
– MIS and analytic capabilities
– Tracking, reporting 
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